NEW YORK TIMES

ZOOfIiJ?.'% CIA- RDP757JO%;&0M%§ NAH% Rll(/V\N/ ‘ '

Approved For Release

C1f Y0no (KF@

New Book- Opposes
,Methods Used by
" Cut-Rate Stores

. By ISADORE BARMASH

A bomb is due to burst today
at the feet of the natlon’s dis-
counters. It probably will not
prove fatal, but discount retail~
ing will probebly . be painfully
Dpicking pieces of shrapnél out
‘of its *“face” for weeks and
months to come,

“The Great Dlscount Delu-| By

) slon," by Walter Henry Nelson, | [
s being officially published to-
‘day by the David' McKay Com-|
pany in New York, but copies) k
Jhave been available in book|k

.stores for ‘at least a week.

{Charging discounters with ex-| ¥
ploiting the public, destroying| §

‘pational brands, and ruining
competition, the ,237-page vol-
ume already has' been read by
'a number of leading discount-
ers. It hag left them indignant,
frustrated and disgusted.

Some of Mr. Nelson's 11

Jchapter titles summarize his

conclusions: “Borax in Pigeon-
ville . . . The Island of Loss in
‘a Sea of Profit . . . The Switch,
the Nail-Down and the Spiff., ..
Price Tags and Turkeys ., . .
Cherry Picking on Main Street

<y « Monopoly in the Making

[ +» A Survival Klt for the Dis-
count Jungle .

. Most slgniﬂcantly, discount|n,
houses were charged by the au-|

thor with using “loss leaders”
'to entice customers into the

store while salesmen then at-l.
itgmph t9 sell them other itemsy
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on which markups ure inordi-
nately high.

In addition, alleged Mr. Nel-
son, national, brands are advcr-

many discounters who, in actu-
ality, have the item “nailed
down’” so that it cannot be sold.
And by encouraging the gulii-
ble public to rush in for & low-
price lure, Mr. Nelson claimed,
discount houses create s mo-

go y 'whereby old-established

forced out of exlsten
, According ;ar& 3.
A :uummu ‘1& ek

tised at “low-low"” prices byland 1

A Crztzc Assaz]s the Dzscounte'fs‘

y:| uthor, Ex-Ad M an,
Is Curious Aboutﬁv
Life in America -

“I've been a critical observer
of the American way of life
for many years and I've been
curious about the whole ques-
tion of how "$1 bills can bé
sold for 79 cents’ declared
Walter Henry Nelson, author
of “The Great . Discount De-
luston,” over the weckend. :

The 37-year-old former ad-
vertising and public  relations
man was born in Germany,
where his father was serving
in the American diplomatic
corps.

. "No, I wasn't qubsldized by
any organlzation or individual,”
he sald, In reply to cha.rges
by lndignant discounters, “to
come up with a book debunk-

{ing discounting. Yve been

around the retailing fleld in
one way or another for a long
period and so I've been aware
of retail trends.”

Nelson, a former new,
eéhto “of “Radlo “Frees Hurope
ree Ao writer~was-%150f
at one time vice presldent, and
general manager of the Candy-
gram Company, -the Chicagd
company which supplied candy
greetings - through Westem
Unign, Three years ago,.
author. decided to devote hls
full time to writing. “With dur

egitimate buslnessmen are|three children,” he said, . “we

scnmnged. but managed.
ook, - had mvlw
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ISADORE BARMASH cont.:

‘Coan, chairman of . J. Kor-
; vette, Inc.,, the natlon’s leading
dl';count chain a tremendous
}vacuum must have existed for
the discounters to have been
‘able to develop an estimated
$14 billion A sales in 1064, aft-
ier only 15 years of existence.
eIt the’ discounter lves and
"flourishes, it is only because he
*has won {he vote of confidence
ifrom: that highest tribunal—the
!American shopper.”

Replying to references in the

"hoak to a number of instances
‘it which Korvette stores were
charged by civil authorities
+with overcharges and short
iweight, Mr. Coan added: .
{ *“There are few, if any, suc-
lcessful retailers who have not,
iat some time or other, brushed
«up against regulatory agencies
on the local, state or national
level. No retaller exists who
'has had no customer com-
iplaints,, nor does any retailer
exist whose customer ' com-
plaints are always handled sat-
isfactorily.

“Tn a business (i.e., Korvette),
 where almost a million Items of
'd](fcrent slzes and. colors are
'oifcred for sale, it must follow
sthat there can be Instances of
inaccuracy and mishandling, At
‘Korvette alone, in a normal
weck, we may transact 3 mil-
lli(m individual sales and there

,cannot but be some errors in
vchargmgﬂboth in favor of or
‘ag'xinst the customer.”
' "Sol W. Cantor, president of
% Interstate Department Stores,
!Inc., another leading discount
'chain which also has “con-
! ventlonal" department stores,
1 charged, “The great detlusion s
s not really discounting, but Nel-
C son s book itself.”

" Mr." Cantor .sald the volume
-stressed the marginal or bad
store's pmctices and could have|o:
written . - about .. “some

v
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.{think this leads to a problem.

things ‘that any department or
variely store in the United
States has done at one time or
another.”

Discounting “has symbolized
a ‘retailing rdyolution” char-
acterized by a savings of 20
per cent to 25 per cent to the
public, due to lower cost of
operations, faster turnover and
a lower percentage of mark-
downs, Mr, Cantor said.

“Any excesses charged In the
book are due to the business-
man’s normal enthusiasm to
push his business,” he added.

In Interstate’s discount stores,
comparative pricing 1s not used
because, noted Mr. Cantor, “I

And, In my opinion, since the
customer 13 much smaiter than
we give him credit for, the day
will come when we'll have no
comparative prices at all.”

The successful discounter hag
learned to sell more goods by
the cost method of a small dol-
lar piofit, -Mr. Cantor said,
rather. than by the old-line
method of high markup. / The
net result, he added, 1s lower
prices to the customer.

Apparently, noted both Mr.
Cantor and Lester O. Naylor,
president of Arlan’'s Depart-
ment Stores, Inc., another lead-
ing ‘discount chain, Mr, Nelson
has generalized from the spe-
cific. And the specific, they
charged, has been taken from a
few, isolated cases and during
a period before 1960-62, when
the most successful discounters
were only beginning to comé
into their own.

|
Mr. Naylor, however, attrl- .

buted & “small margin of truth”
in Mr. Nelson'’s contentions on
"logs léaders” 'The Arlan's exs
ecutive said, nevertheless, that
“T know of no retallers of hny
klnd 1,21‘6 takes thfh samé fatéf
1 everything on.
cd\xﬂtn‘\ nfutt vary, &P "”

[

“ _V [Co, also ralses critical fques-,

"'~ Author, Ex-Ad Man, cont.!

. |emerged under the Nelson by-, ~
LT line, It I3 “Small, Wonder,” a
el laudatory narration of the rise:

‘ R of the Volkswagen, The book,'

[published by Little, Brown &

itions about American automo-'
: tive producers. - .

LN ! *I've always been dlsmayed ”
6.7 Mr. Nelson sald,. “by thé

W planned obsolescence and ishod-
R ,dy workmanship in all toof

e inany American cars, - Too; .

R ‘inany Ameéricin businessmert
; . :are Interested, I think, In
K seeming good, rather than in{
TP being good.”

o Mr, Nelson admitted that he
‘tbegan writing his book critical
of discounters with a convie:

: tion that they “were mislead-
SN ing the public. I wanted to

open a lot of people's eyes to ’
o the reality behind-the giitter.”
. Discounters have begn talk-
" . |ing for years about the mer-

. * |chandising economies - they
7 b jearry out, he sald, “but most
“; " lof  them make their money
; through a price fix which in-
B cludes unexpectedly high mark-
e ups on goods, as well as dis-

R counted prices on other goods.”
: Asked why he did not dis-

o cuss in his book those conven-
e tional department store chaing

* .7 |which have also ventured into

ot discount retalling, he replied
e that he had. touched on, them,
N, but, it .they ichose to enter
- inte such ymctlces a8 his book} '
oo then let the shoe. it
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